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6. Investigate Federal Supply Schedule (FSS) Contracts 
Many DOD purchases are, in fact, orders on Federal Supply Schedule (FSS) contracts. Contact the General 
Services Administration (GSA) [http://www.fss.gsa.gov] for information on how to obtain a FSS contract. 
 
7. Seek Additional Assistance as Needed 
There are several important resources that are available to assist you in the DOD marketplace: 
Procurement Technical Assistance Centers (PTACs) [http://www.dla.mil/db/procurem.htm] are located in 
most states and are partially funded by DOD to provide small business concerns with information on how to 
do business with the DOD. They provide training and counseling on marketing, financial, and contracting 
issues at minimal or no cost. Electronic Business (eBusiness) [http://www.DOD.mil/dbt/index.html] provides 
assistance on getting started in the DOD electronic marketplace. Small Business Specialists (SBS) are 
located at each DOD buying activity and can provide assistance on how to market to the DOD. 
• MDA [http://www.mdasmallbusiness.com] 
• ARMY [http://sellingtoarmy.com/User/Misc/SearchASBS.aspx] 
• NAVY [http://www.donhq.navy.mil/sadbu] 
• AIR FORCE [http://www.selltoairforce.org/Locator/locator.asp] 
• DLA [http://www.dla.mil/db/DLA SB Directory.htm] 
 
Defense Link [http://www.defenselink.mil] provides links to the homepages of every DOD activity. This 
information can be invaluable in researching the DOD marketplace and identifying your target market. 
Additional procurement-related resources are located in the Links section of the OSD web site 
[http://www.acq.osd.mil/osbp/index.html]. 
 
8. Explore Subcontracting Opportunities 
Regardless of your product or service it is important that you do not neglect our very large secondary 
market, Subcontracting Opportunities with DOD Prime Contractors 
[http://www.acq.osd.mil/osbp/doing_business/index.htm]. This website lists all major DOD prime contractors 
by state and provides a point of contact (Small Business Liaison Officer) within each firm. We encourage 
you to investigate potential opportunities with these firms. Many also have websites that may be useful and 
we encourage you to explore teaming options. The SBA's SUB-Net [http://web.sba.gov/subnet] is a valuable 
resource for obtaining information on subcontracting opportunities. Solicitations or notices are posted by 
prime contractors as well as other government, commercial, and educational entities. 
 
9. Investigate MDA and DOD Small Business Programs 
There are several programs that may be of interest to you, such as the MDA Mentor-Protégé Program, the 
DOD Mentor-Protégé Program, the Small Business Innovation Research Program, and the Historically Black 
Colleges and Universities and Minority Institutions Program. Information on these and other programs is 
available on the MDA and the DOD Office of Small Business Programs at 
[http://www.mdasmallbusiness.com] and [http://www.acq.osd.mil/osbp/index.htm] websites. 
 
10. Market Your Firm Well!!! 
After you have identified your customers, researched their requirements, and familiarized yourself with both 
MDA and DOD procurement regulations and strategies, it is time to market your product or service. Present 
your capabilities directly to the MDA Office of Small Business Director and / or the DOD activities that buy 
your products or services. Realize that, like you, their time is valuable and if the match is a good one, you 
can provide a cost-effective, quality solution to their requirements. Good luck! 
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